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selling feeding stuffs or fertilizers. On the selling side
it cannot bulk its sales if its product is perishable, so
that it may obtain a lower price owing to higher
transport and selling expenses; but this difference is
not generally very large. There is, however, one
further advantage of large sales; -the fanner can sort
his produce into grades, and hence, generally obtain
a higher average price.1
The advantages of large scale transactions lie at
least as much in the better bargaining power which
they confer. In a country where production is scat-
tered, the small producer is likely to be very dependent
upon the merchants who sell to him and buy from
him, while a large scale agricultural enterprise can, if
necessary, establish buying and selling organizations
of its own. Small producers can place themselves, in
this respect, upon an equality with large farmers, if
they are prepared to co-operate in buying their raw
materials and selling their product, a possibility which
will be discussed further in Chapter V. It is enough to
notice here that large scale undertakings only gain a
substantial advantage over small in buying and selling
when the small have to deal with monopolistic middle-
men and are prevented, by their distance from other
producers and from their markets, or by their un-
willingness or inertia, from developing co-operative
buying and selling.
The technical advantages of large scale farms are
more numerous. First, farm buildings should repre-
sent a smaller relative expense as the size of the farm
increases. The costs of building sheds to accommodate
four times as many livestock, and barns to hold four
1 See p, 76,